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Understand the Impact of Personality on Business Decisions
Agenda:

· Welcome 
· The Five Factor Model of Personality

· Your Five Factor Profile

· How to Use the Five Factor Model to Assess a Team

· Summary and Evaluation

· Close

Learning Objectives:  During this workshop, you will:

1. Review the Five Factor Model personality factors;
2. Determine your Five Factor Model personality profile; 
3. Assess the impact of your personality on your business decisions;

4. Analyze personality trait similarities or differences that contribute to misunderstandings on an individual and business team basis;

5. Recommend how to improve communication in those situations;

6. Describe the next step; and

7. State your key takeaway from this session.
Introductions 

	[image: image2.wmf]
	Instructions:
When the ball is tossed to you, please stand up and quickly introduce yourself by:

1.   your name;

2.   your position;

3.   your business; and

4.   how long you have been in business.

Then throw the ball to someone who is facing you and expecting it to come his or her way. 

Once you have introduced yourself and thrown the ball, you can sit down.



	
	


The Five Factor Model of Personality
"Personality" is a set of predictable behavioral responses that distinguish an individual from anyone else and make that person recognizable.  


Individual behavioral differences can be described on the basis of five traits: 

(1) Need for Stability; (2) Extraversion; (3) Originality; (4) Accommodation; and 
(5) Conscientiousness. Therefore, a personality profile will contain some form of each of these traits.  

Each trait is explained in terms of a continuum of possible behaviors, with mutually exclusive responses at either end. The middle of the continuum exhibits a more modulated version of the behaviors that are found at either end.

Research has shown that the "big five" are valid and reliable descriptors of individual differences, regardless of language, culture, ethnic group, age, gender, statistical method, or rater. 

Studies of twins separated at birth have determined that 50 percent of the behavioral traits that define personality are inherited. Twenty-five percent can be attributed to the environment, and the last 25 percent is attributed to chance/unknown. Therefore, there is a biological, genetic basis for each behavioral factor.

Need for Stability is the degree to which we respond to stress. At one end of the continuum is the more emotional reactive person, whose anger or concern can be easily provoked. At the other end is the resilient person, who stays more rational and calm even in the most stressful situations. In the middle range, the responsive individual can become very concerned about a problem, but remain relatively objective. 

Need for Stability is related to the autonomic nervous system, which triggers the fight or flight syndrome.

Extraversion is the degree to which we try to be with other people.  This is based upon the amount of sensory stimulation we can handle. The extravert enjoys lots of social contact, while the introvert prefers more solitude. In between these two extremes is the ambivert, who can be equally comfortable in crowds or alone- for shorter periods of time than the extremes enjoy. 
Extraversion is related to the peripheral nervous system, which governs sensitivity to sensory stimulation.

Originality is the degree to which we are open to new experiences. The explorer is fascinated by innovation, whereas the preserver prefers established conventions. In the middle of the continuum is the moderate, who may value the status quo, or may be just as likely to favor a new approach. 

Originality is related to the level of the neurotransmitter dopamine.

Accommodation is the degree to which we defer to others. The adapter is more likely to subordinate personal needs to those of the group in order to ensure harmony. At the other end, the challenger questions group norms and does not shy away from conflict. The negotiator in the middle range tries to reconcile both individual and group needs- without sacrificing either. 

Accommodation is related to the level of serotonin.

Conscientiousness is the degree to which we focus on goals. The focused individual exerts self-discipline to stay firmly on course. The flexible person is more impulsive and, therefore, more easily distracted. Between them, the balanced person is better able to maintain equilibrium in life by balancing work and play. 

Conscientiousness is related to the level of testosterone, which governs the ability to fixate on a narrow range of goals.

Preliminary findings indicate that as individuals age from 20 to 30 years old, their scores for Need for Stability, Extraversion, and Originality go down 10 standard points. Their scores for Accommodation and Conscientiousness go up 5 standard points. 

The Impatient Employee
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	Instructions:   Discuss the answers to the questions below with the large group.


One of your employees seems to be upset with you all of the time.  Whenever he needs information from you, he expects that you will drop everything else that you are doing and make his request a priority. He does not seem to recognize that you have your own workload and deadlines to meet. Although you tend to be pretty easy going and try to get along with everyone, your interactions with him are causing you great stress. Whenever you have attempted to meet with him to discuss creating a more comfortable approach to working together, he has been very short with you. You realize that he is concerned about getting his work done, but so are you.

	Need for Stability

	Resilient

 You
	Responsive


	Reactive

Employee

	Extraversion


	Introvert

Employee
	Ambivert
	Extravert

 You



	Originality

	Preserver

Employee
	Moderate

 You
	Explorer



	Accommodation
	Challenger

Employee
	Negotiator


	Adapter

 You



	Conscientiousness
	Flexible


	Balanced
	Focused

You 

Employee


1.
What trait similarities or differences explain the breakdown in 
communication?

2.
What could you do to improve the communication situation? 
Influence Strategies

Individuals tend to be most susceptible to persuasion when approached in a manner that they might use themselves when approaching others. The following table identifies the kinds of influence strategies that are natural for the extreme traits within each personality dimension. For persons who exhibit behaviors in the middle range of a dimension, try a mixture of influence strategies from both extremes.

Handling Low Need for Stability: Resilients

•
Use a setting that is new and different with appropriate background stimulation (e.g., a park)

•
Do not interrupt them 

•
Make your limits clear 

•
Avoid excessive distances (e.g., take the closer chair)


•
Use a problem-solving method or structure 

•
Use logic and reasonableness 

•
Ask how they see the alternatives, build on mutual alternatives

Handling High Need for Stability: Reactives

•
Minimize distractions (noise, music, activity) 

•
Minimize your reliance on logic and reason 

•
Maximize the distance between you- avoid the nearest chair 

•
Emphasize what is in it for them  

•
Show appropriate emotion to support your position 

•
Appeal to their pride in their work and/or the business


•
Take their stress seriously, but not personally

Handling Low Extraversion: Introverts

•
Rely on written communications
•
Allow time for them to read and have moments of silence 

•
Try to match them when their energy level is lower than yours 

•
Do not get too close physically 

•
Do not rush them; allow them time to readjust


•
Appeal to their uniqueness as a person 

•
Allow or even initiate a move toward greater privacy


•
Avoid sexual and aggressive humor; be subtle 

•
Use ample visual cues   

•
Resist your urge to draw other people in 

•
Ensure that they do not become over stimulated


•
Use non-physical rewards (e.g., honorary degree)

Handling High Extraversion: Extraverts

•
Go out for a meal

•
Enjoy small talk if they initiate it

•
Feel free to telephone


•
Try to match their high energy in a genuine way (stand, walk, etc.)

•
Meet with two or more people at a time

•
Appeal to their sense of responsibility

•
Do not assume they want privacy (e.g., closed door)


•
Use physical reward promises (e.g., sports, food)

Handling Low Originality: Preservers

•
Emphasize the tried and true aspects


•
Emphasize positive impact on efficiencies

•
Walk them through it step-by-step (use flow charts)


•
Use mainstream humor, but be generally serious 

•
Play up to their need to compete and win


•
Avoid appealing to novelty and curiosity

•
Do not waste their time; be specific; give examples


•
Avoid complex vocabulary not common to their specialty

•
Emphasize the simple, easy-to-use aspects


•
Appeal to established, traditional values

•
Refer to established businesses that have used it


•
Emphasize conformity with policies and procedures


Handling High Originality: Explorers

•
Do not oversimplify


•
Refer to the theory behind the application

•
Refer to the individuals who developed the idea


•
Appeal to their need to innovate

•
Emphasize the uniqueness of the idea or approach
 •
Ask questions about their opinions and ideas

•
Use metaphors to describe it

•
Get agreement on specifics, yet be prepared for changes of mind
•
Take your time



•
Let them take credit where possible


•
Appeal to their curiosity; use reason and logic

•
Appreciate their unusual sense of humor

Handling Low Accommodation: Challengers

•
Push for closure on the basis of bottom line results


•
Encourage their criticism and build on their skepticism

•
Emphasize the logical tightness of your position


•
Build on their need to win and be right

•
Avoid references to consideration for others

•
Be sure to do what you say you will do
•
Do not take apparent belligerence personally; be flexible

•
Have alternatives drawn out with plans for each



Handling High Accommodation: Adapters

•
Emphasize how specific groups of people will react


•
Emphasize the ethical rightness of your proposal

•
Show how your agenda relates to human values


•
Take time to develop a relationship

•
Because of their tendency to defer, ask draw out questions

•
Push for closure on the basis of the impact on people



•
Emphasize how your proposal will help others

•
Inquire about their family, hobbies, etc.

Handling Low Conscientiousness: Flexibles

•
Help them identify what they need to make a decision


•
Do not insist on your agenda when they want to veer from it

•
Emphasize your flexibility


•
Help them manage their time and priorities

•
Summarize the discussions frequently


•
Be willing to wander off in new and different directions

•
Be patient if they make you wait or make you late



•
Emphasize the pleasurable aspects of your position

•
Permit yourself to be spontaneous; Do not rush them


•
Appeal to their role as a consultant/advisor

Handling High Conscientiousness: Focuseds

•
Set goals and a point-by-point agenda for the meeting


•
To avoid a premature decision against your position, agree on specific steps for following-up or future meeting dates
•
Be sure to arrive on time or somewhat early


•
Notify them if you are going to be late

•
Give as much advance warning about changes of plan as possible

•
Emphasize good work ethics

•
Relate to their good health and record of achievement; identify with their exercise of choice
•
Be sensitive to their need and respect for structure

•
Use logic with clearly identified priorities and goals

•
Emphasize their being in control

The Unreasonable Business Representative
	[image: image4.wmf]
	Instructions:   Working with your table group, please read the scenario below and enter the traits of the two individuals in the appropriate boxes on the Five Factor Model. Then answer the two questions that follow the scenario.

	
	


Situation:  You are negotiating an agreement with another business whose representative is constantly interrupting you with phone calls and requests for meetings. You initially proposed the same arrangement that you have established with comparable businesses. However, she felt strongly that her business would benefit by a radically different approach. When she discussed her idea with you, you asked a lot of questions- but finally agreed. You are moving slowly, because you are not really comfortable with the plan. She wants to proceed as quickly as possible, and is getting impatient with you. 

	Need for Stability

	Resilient


	Responsive


	Reactive



	Extraversion
	Introvert


	Ambivert
	Extravert



	Originality

	Preserver


	Moderate


	Explorer

	Accommodation
	Challenger


	Negotiator


	Adapter



	Conscientiousness
	Flexible


	Balanced
	Focused




1.
What trait similarities or differences explain the challenges?

2.
What could you do to improve the communication situation? 
The Five Factor Locator

Created by Pierce J. Howard, Phyllis L. Medina, and Jane M. Howard

[image: image5.wmf]Instructions:  On each numerical scale that follows, indicate which point is generally more descriptive of you. If the two terms are equally descriptive, mark the midpoint.
  *1.
Eager
5    4    3    2    1 
Calm*

  ^2.
Prefer Being With Other People
5    4    3    2    1
Prefer Being Alone^
  #3.
A Dreamer
5    4    3    2    1 
No-Nonsense#

  +4.
Courteous
5    4    3    2    1 
Abrupt+
>5.
Neat
5    4    3    2    1 
Messy>
  *6.
Cautious
5    4    3    2    1 
Confident*

  ^7.
Optimistic
5    4    3    2    1 
Pessimistic^
  #8.
Theoretical
5    4    3    2    1 
Practical#

  +9.
Generous
5    4    3    2    1 
Selfish+
>10.
Decisive
5    4    3    2    1 
Open-Ended>

*11.
 Discouraged
5    4    3    2    1 
Upbeat*

^12.
Exhibitionist
5    4    3    2    1 
Private^
#13.
Follow Imagination
5    4    3    2    1 
Follow Authority#
+14.
Warm
5    4    3    2    1 
Cold+
>5.
Stay Focused
5    4    3    2    1 
Easily Distracted>

*16.
Easily Embarrassed
5    4    3    2    1 
Do not Care*

^17.
Outgoing
5    4    3    2    1 
Cool^
#18.
Seek Novelty
5    4    3    2    1 
Seek Routine#

+19.
Team Player
5    4    3    2    1 
Independent+
>20.
A Preference for Order
5    4    3    2    1  
Comfort with Chaos>
*21.
Distractible
5    4    3    2    1
Unflappable*
^22.
Conversational
5    4    3    2    1
Thoughtful^
#23.
Comfortable With Ambiguity
5    4    3    2    1
Prefer Clear-Cut#

+24.
Trusting
5    4    3    2    1
Skeptical+
>25.
On Time
5    4    3    2    1
Procrastinate>

N= *____
E= ^____
O=# ____
A=+____
C=>____

Self Scoring the Five Factor Locator
	[image: image6.wmf]
	Instructions:   Follow the directions below.


Calculating the Raw Scores [from The Five Factor Locator]:

In order to calculate raw scores for the five dimensions (i.e., the individual scores for each dimension), add the following item sequences by tallying the scores that have been circled. Then enter the sums of these sequences in the spaces provided to their right:


1.
*Need for Stability:*
1,  
6, 
11,
16,
21
N=*____*


2.
^Extraversion:^
2,      7,   
12, 
17, 
22
E=^ ____^


3.
#Originality:#
3,  
8,  
13,
18,
23
O=#____#


4.
+Accommodation:+
4,
9,
14,
19,   24
A=+____+

5.
>Conscientiousness:>
5,   10,     15,
20,
25
C=> ____>

Profiling Norm Scores [on the Score Conversion Sheet]:

Locate the row labeled Need for Stability on the Five Factor Locator Score Conversion Sheet. Within this row, place an "X" over the number that corresponds to the Need for Stability dimension raw score identified above (N= ____ ). Use a similar procedure for all of the raw scores.  

Then look to the far right or the far left columns to identify the norm score for each raw score. Enter the norm scores for each dimension in the box at the bottom of the appropriate column. Connect the "X"s with a line after all of the scores have been marked to produce a graph.

Interpreting Norm Scores [on the Interpretation Sheet]:

Locate the norm score for Need for Stability on the Score Conversion Sheet. Then locate the row labeled Need for Stability on the Five Factor Locator Interpretation Sheet. Within this row, place an "X" over the number that corresponds to your Need for Stability norm score. Use a similar procedure to complete the remainder of the form. 

Five Factor Locator Score Conversion Sheet 

	Norm

Score:
	Need for Stability:
	Extra-

version:
	Originality:
	Accommo-dation:
	Conscien-

tiousness:
	Norm

Score:

	80

79

78

77

76

75

74

73

72

71

70

69

68

67

66
	22

21

20

19  
	25

24

23
	25

24

23

22

21
	25

24
	25

24
	80

79

78

77

76

75

74

73

72

71

70

69

68

67

66

	65

64

63

62

61

60

59

58

57

56 
	18

17


	22

21

20

19
	20

19

18

17
	23

22

21
	23

22

21

20
	65

64

63

62

61

60

59

58

57

56 

	55

54

53

52

51

50

49

48

47

46
	16

15

14
	18

17

16

15

14
	16

15

14


	20

19

18

17
	19

18

17

16

15


	55

54

53

52

51

50

49

48

47

46

	45

44

43

42

41

40

39

38

37

36
	13

12

11
	13

12

11
	13

12

11

10
	16

15

14
	14

13

12


	45

44

43

42

41

40

39

38

37

36

	35

34

33

32

31

30

29

28

27

26

25

24

23

22

21

20
	10

9

8

7
	10

9

8

7

6

5
	 9

 8

 7

 6

 5
	13

12

11

10

9

8
	11

10

9

8

7

6

5


	35

34

33

32

31

30

29

28

27

26

25

24

23

22

21

20

	Enter Norm Scores Here:
	N=     
	E=
	O=
	A=
	C=
	


Five Factor Locator Interpretation Sheet

	NEED FOR STABILITY

	Resilient                                    Responsive                                   Reactive

	15              25              35                 45                  55                65              75              85



	Secure, calm, steady                           Usually calm                             Alert, aware, tense

rational, laid back                             sometimes stressed                 high-strung, restless

	

	EXTRAVERSION

	Introvert                                      Ambivert                                   Extravert

	15              25              35                 45                  55                65              75              85



	Private, reserved, serious              Comfortable alone                        Assertive, sociable

works alone, independent                 or with groups                                 conversational

	

	ORIGINALITY

	Preserver                                    Moderate                                   Explorer

	15              25              35                45                  55                65              75              85



	Practical, efficient                               Down to earth,                                Curious, liberal,

traditional, conservative                  yet open to ideas                               imaginative

	

	ACCOMMODATION

	Challenger                                Negotiator                                   Adapter 

	15              25              35                 45                  55                65              75              85



	Skeptical, direct, self-                            Goes for the                             Tolerant, trusting,

interested, competitive                           win-win                                 considerate, defers

	

	CONSCIENTIOUSNESS

	Flexible                                       Balanced                                    Focused

	15              25              35                 45                 55                 65              75              85



	Spontaneous, fun-loving                     A balance of                         Dependable, orderly,

unstructured, permissive                    work and play                            achiever, prepared


Five Factor Descriptions

Need for Stability
Resilient:  N-

Tends to respond to stressful situations in a calm, secure, steady,  rational way. Is usually stress-free, guilt-free, and resists urges. May appear to some as too laid back, uncaring, lethargic, insensitive, or tunnel-visioned.

Extraversion:

Introvert:  E-

Tends to prefer working alone. Is usually a serious, quiet, private person who may prefer writing or e-mail to talking. May come across to others as cold,  hard to read, or reclusive. May also be perceived as a loner or an eccentric. Prefers environment with little sensory stimulation.




Responsive:  N=

Tends to be calm under normal circumstances, but some surprises, pressure, emergencies, and stressful circumstances can lead to occasional anger or other stressful responses. Moderate stress threshold.

Ambivert:  E=

Tends to move easily from working with other people to working alone.  Prolonged periods of either extreme are dissatisfying. Moderate threshold for sensory stimulation- tires after prolonged sensory bombardment.




Reactive:  N+

Tends to respond to situations in an alert,  sensitive, concerned,  attentive, excitable, and expressive way. Under stress, may be perceived as anxious, tense, restless, depressed, easily discouraged, tempera-mental, or worried.
Extrovert:  E+

Tends to prefer being around others.  

Is usually talkative,  enthusiastic, assertive, sociable, warm, optimistic, and fun-loving. A leader. May come across as out-spoken, overbearing,  aggressive, heedless,  or shallow. Comfortable with high sensory stimulation.


Originality:

Preserver:  O-

Often possesses expert knowledge and is practical, down-to-earth, efficient,  comfortable with repetitive activity, and conservative in opinions. May be perceived as closed to new experiences, set in ways, or rigid. May be faulted for being too narrow in thinking.

Accommodation:

Challenger:  A-

Tends to relate to authority by being skeptical, tough,  guarded, persistent,  competitive, or aggressive. Often is independent and asks questions, especially to protect self-interests.  May come across to others as hostile, rude, aloof, self-centered, hard-headed, or combative.




      Moderate:  O=

Tends to be middle of the road and down-to-earth, but will explore a new way if convincing evidence is available.  Not known for creativity or curiosity, but can rise to the occasion;  appreciates both innovation and efficiency.

Negotiator:  A=

Able to shift between competitive and cooperative situations;  comfortable sense of personal identity- neither excessively dependent nor independent. Can work well either as a team member or as an independent.




Explorer:  O+

Tends to have many broad interests. Often is curious and seeks new and varied experiences.  May be easily bored. Often described as creative, imaginative, or artistic. Tends to be reflective, liberal, and comfortable with theory.  May be perceived as living in a fantasy world.

Adapter:  A+

Tends to relate to authority by being tolerant, trusting, honest, and accepting.  Often defers to others, is often friendly, helpful, easily moved, and a team player. May come across to others as spineless, naive, submissive, conflict averse, gullible, dependent, or unprincipled.

Conscientiousness:

Flexible:  C-

Tends to approach goals in a relaxed, spontaneous and open-ended fashion; a procrastinator. May often be involved in many tasks at the same time.  May be perceived as casual about responsibilities, unproductive, unorganized,  or irresponsible.




Balanced:  C=

Tends to keep both work demands and personal needs in good balance;  more ambitious than a Flexible, yet more prone to enjoy leisure than a Focused. Able to interrupt focus on goals with spontaneous diversions.



Focused:  C+

Tends to focus on goals in an industrious, disciplined, and dependable fashion.  Strong will to achieve by doing hard work, good preparation, and organization. May be perceived as being a workaholic, over-bearing, compulsive, meticulous, or stubborn.

Brief Definitions of the Thirty Facets

Need for Stability Facets:

N1:  
Worry.  The level of worry and fear about how things will turn out.

N2:  
Anger.   How fast one comes to feel anger and bitterness.

N3:  
Discouragement.  One's capacity for feeling sad and hopeless.

N4: 
Self-Consciousness.  Embarrassment at awkward public situations.

N5:  
Impulsiveness.  The tendency to yield to temptation (food, etc.).

N6:  
Vulnerability.  Tendency to panic in emergency or stressful situations.

Extraversion Facets:

E1:  
Warmth.  Capacity for affection, friendliness, cordiality.

E2:  
Gregariousness.  A preference for being around other people.

E3:  
Assertiveness.  Tendency to express self without reluctance.

E4:  
Activity.  Level of energy; tendency toward fast-paced life style.

E5:  
Excitement-Seeking.  Seek thrills of bright colors and noisy settings. 

E6:  
Positive Emotions.  Capacity for laughter, joy, love, and optimism.

Originality Facets:

O1:  
Fantasy.  Create interesting inner world of imagination and fantasy.   

O2:  
Aesthetics.  Full appreciation for the arts and beauty; sensitivity.

O3:  
Feelings.  Values and experiences wide range of emotions.

O4:  
Actions.  Prefer novelty and variety over the routine and familiar.

O5:  
Ideas.  Intellectual curiosity; open to new and unconventional ideas. 

O6:  
Values.  Will examine social, political, religious values.

Accommodation Facets:

A1:  
Trust.  Tendency to regard others as honest and well-intentioned.

A2:  
Straightforwardness.  Prone to candor and frankness; not deceptive, manipulative.

A3:  
Altruism.  Generous, considerate, willing to help others.

A4:  
Compliance.  Prone to submit to the will of others; cooperative, as opposed to competitive; inhibits (does not express) aggressive feelings.

A5:  
Modesty.  Humility; opposed to arrogance, narcissism.

A6: 
Tender-Mindedness.  Capacity to feel concern, pity, sympathy for others.

Conscientiousness Facets:

C1: 
Competence.  Feeling prepared and capable; high self-esteem; internal


locus of control. 

C2:  
Order.  Well-organized and methodical; neat; tendency to be compulsive.

C3:  
Dutifulness.  Strict adherence to one's conscience; reliable.

C4:  
Achievement Striving.  Setting high goals and focusing on them; tendency


to workaholism.

C5:  
Self-Discipline.  Capacity to motivate oneself to get the job done and resist distractions.

C6:  
Deliberation.  Thinking something through before acting on it.

Self-Reflection

	[image: image7.wmf]
	Instructions:   Based on your personality profile, please answer the questions below.



1.
What factors do you think contribute to your success as a business owner?


Please explain your rationale.

	Positive Factors
	Rationale

	
	

	
	

	
	

	
	

	
	


2.
What factors do you think may negatively affect your success as a business owner? Please explain your rationale.

	Negative Factors
	Rationale

	
	

	
	

	
	

	
	

	
	


3.
What can you do to maximize your strengths and minimize your weaknesses?

The Problematic Personnel Committee

	[image: image8.wmf]
	Instructions:   Discuss the answers to the questions below with the large group.


	Need for Stability
	Resilient

oo x o o
	Responsive

oooo
	Reactive

o



	Extraversion
	Introvert

o
	Ambivert

oo
	Extravert

oooo x o o



	Originality


	Preserver

o
	Moderate

oo
	Explorer

oooooo x



	Accommodation
	Challenger

o
	Negotiator

ooo
	Adapter

ooooo x



	Conscientiousness


	Flexible

x o o


	Balanced

oo
	Focused

ooooo




x = the Committee Chair.    o = the other Committee members' profiles.

This is the profile of a Personnel Committee for a non-profit organization. The Chair believes in teamwork and strives to involve all committee members in all decisions. The committee has been trying to hire a new Marketing Manager for the past three months. Their weekly meetings, which begin at 8 p.m., last well past midnight. No written agenda is distributed and no minutes are published after the meetings. Often, the same topics are brought up during consecutive meetings without the members remembering what has been previously decided. Some of the members are ready to resign out of sheer exhaustion and frustration.

1.  
What are some of the obvious challenges due to the members' Five Factor  traits?

2.
What suggestions can you make to increase their probability of success?

Sample Adaptive Strategies for Teams

Research indicates that teams benefit from a balance of traits. In order to succeed, a team that is overloaded with one or more extreme traits must either have a mission that does not require the missing trait, or must have a way to compensate for it. For example:

•
Add one or more members.

•
Ask for a volunteer to perform a missing function.

•
Give permission for someone to play a role that no one likes, but the team needs.

•
Invite non-members to attend permanently or occasionally.

•
Develop a set of team norms.

•
Develop procedures to compensate for weaknesses.

•
Tinker with the role of the Chair, Recorder, etc. to find members who are better suited to handle those functions.

•
Document all team decisions.

•
Assign a deadline and identify who is responsible for each action item.

•
Ensure that meeting agendas are distributed prior to the meetings.

•
Clarify the purpose of each agenda item.

•
Clarify the type of decision making process that will be used.

• 
Ensure that minutes of the meetings are taken and distributed in a


timely fashion to all affected parties.

•
Evaluate team performance periodically (in light of the norms).

Assessing Your Business Team
	[image: image9.wmf]
	Instructions:   Estimate the Five Factor profiles of the members of your business team and chart them in the boxes below. Answer the questions and then discuss your responses with a partner.


	Need for Stability


	Resilient


	Responsive


	Reactive



	Extraversion
	Introvert


	Ambivert


	Extravert



	Originality
	Preserver


	Moderate


	Explorer



	Accommodation
	Challenger


	Negotiator


	Adapter



	Conscientiousness
	Flexible


	Balanced


	Focused




1.  
How does the profile explain your business team's strengths and challenges?

2.
What would help your business team address its challenges and maximize its strengths?

The Next Step
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	Instructions:   Using the materials in the Next Step packet (which duplicate those with which you worked today):


1.    
Meet with your business team to discuss the impact of personalities on business decisions and operations.

2.
Have each member of your business team complete their own Five Factor profile.

3.
Meet with the team to chart out where each personality lies in the Five Factor profile.

4.
Get the team members’ perspectives on how the profile explains your business team's strengths and challenges.

5.
Have the team identify specific instances where personality differences contributed to a misunderstanding that had (or could have had) a negative impact on a business decision or operation.

6.
Have the team members suggest specific actions that will help the team address its challenges and maximize its strengths.
7.
Write and submit a 2-5 page report on your business team’s perspectives on:


a.
How the profile explains the business team’s strengths and challenges.


b.
Specific instances where personality differences had (or could have had) a negative impact on a business decision or operation.


c.
Specific actions the team members suggested to help the team address its challenges and maximize its strengths.


d.
An action plan to implement some of these recommended actions:



i. What will be done?
      ii. By whom?

iii. By what deadline? 

My Key Takeaway
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	Instructions:   Please stand up when you have completed this sentence: 
My key takeaway from this session is:


Evaluation Sheet
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	Instructions:  Please answer the questions below as completely and constructively as possible. Thank you! 





Strongly
   Neither
Strongly




  Agree
Agree nor
Disagree

This training:



   Disagree
covered the content as advertised
5        
4        
3         
 2       
1

was logical and effective  
5        
4        
3         
 2       
1

provided information I can apply in my work
5        
4        
3         
 2       
1 included useful handouts for future reference
5        
4        
3         
 2       
1

The facilitator:

was knowledgeable
5        
4        
3         
 2       
1

was effective
5        
4        
3         
 2       
1

stayed on topic and on time
5        
4        
3         
 2       
1

As a result of this workshop, I am better able to:
explain the Five Factor Model personality factors;  
5        
4        
3         
 2       
1

describe my Five Factor Model personality profile;
5        
4        
3         
 2       
1

assess the impact of my personality on my business

decisions;
5        
4        
3         
 2       
1
analyze personality trait similarities or differences that 

contribute to misunderstandings on an individual

and business team basis; 
5        
4        
3         
 2       
1

recommend how to improve communication in

those situations.
5        
4        
3         
 2       
1


Excellent
Average

Poor
Overall, I would rate this training:
5        
4        
3         
 2       
1

I would recommend this training to a colleague:
___
Yes          ___  No

Personal Significance of Workshop:

Of the ideas or techniques covered, I think that these will be of most use to me:


Recommendations for Improving the Training:

Additional Comments:

DISCLAIMER

The author’s views expressed in this publication do not necessarily reflect the views of the United States Agency for International Development or the United States government.
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